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Shopfitting

WHEN he was a young boy, Stuart Foulkes 
used to earn his pocket money by 
repairing vacuum cleaners for the family 

business – independent retailer KK Electrics – 
now he’s the managing director of the company, 
which is based in St Andrews, Fife, Scotland. 

The business, which was started in 1974 by Mr 
Foulkes’s grandfather Charles, was originally called 
Kings Kettle Electrics, but, over the years, it got 
shortened to simply KK Electrics.

“I still have one of the original local newspaper adverts 
for a reconditioned Hoovermatic twin-tub washing 
machine and a Philips top loader,” says Mr Foulkes.

Mr Foulkes took over the business from his father, 
Glen, in 2003 – he now runs it with his wife, Michelle. 
There’s a team of 11 employed at KK, including some 
people in sales and installation.

KK Electrics is a family 
run business in 
St Andrews in Fife 
and has recently 
carried out a major refi t 
courtesy of Replan. 
Sean Hannam reports

removed, to create a much larger and longer store.”
The shop is divided into two areas – there’s a brown 

goods space at the front, which includes a 3DTV 
demonstration area, and a kitchen showroom is located 
at the rear of the store. 

“We’re looking at moving into selling kitchens – 
we already do built-in appliances, so it’s a natural 
progression,” says Mr Foulkes. 

Commenting on current trading conditions, he tells 
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A new lease of Fife
The shop, which is 2,000 square foot, stocks a 

wide variety of kitchen appliances from the likes of 
Miele, Bosch and Hotpoint, as well as brown goods 
from Panasonic, Samsung and Pure. Business is split 
70 per cent white goods and small appliances and 30 
per cent browns.

It also has a working kitchen demonstration area, 
which was created in conjunction with Miele. 

“We hold cooking events, so people can come and 
try out the appliances. Those days aren’t very good for 
our health, though, as we end up eating all the food,” 
says Mr Foulkes.

He adds: “If people want to try out a vacuum cleaner 
in their home, we’ll let them do that, too.” 

Many years ago, the business expanded by taking 
over the property next door: “The unit was owned by 
the local Co-op, but it had dry rot. The problem got fixed 
and KK took over the space next door – the deal was 
done on a handshake,” says Mr Foulkes.

The store underwent a major refit in July of last 
year, which was coordinated by specialist shopfitting 
company, Replan.

“We needed to change the shop, as it hadn’t been 
done for so long. Panasonic introduced us to Replan 
– they were superb to deal with and they did all the 
planning and design. The whole Replan team, including 
those who did the actual fitting, were great to work 
with,” says Mr Foulkes. 

“We’re very pleased with how smart the new store 
looks – it’s superb. With the panel design, we can 
change things around to refresh the look of the shop. 
We’ve now got a small store room and we’ve moved the 
counter to allow for more space on the shop floor. Our 
store is a bit of an Aladdin’s cave – it looks small from 
the outside, but it goes back quite a long way. 

“The refit has really upped our profile and it has 
improved the overall look of the whole shop – it feels 
a lot more modern. The whole front part of the shop 
was redone – a plinth that we had in the window was 

ERT: “Business is good, but we look at it on a weekly 
basis and we change our strategy if we need to. We 
have to be completely flexible. The reality is that it’s 
not brilliant out there, but it is what you make it. Some 
retailers concentrate too much on looking at what the 
competition is doing – if someone’s got 20 shops, they 
think they should have 40. That’s not the answer. You 
should concentrate on what works for you, rather than 
worry about what your competitors are doing – outsmart 
your competitors. I want to become more of a specialist 
and have expertise in specific products. We don’t have 
as many brands on the shop floor as we used to, but 
we have the same quantity of products.”

Summing up his approach to retailing, Mr Foulkes 
says: “My business comes from the heart. When I wake 
up in the morning, I want to be able to smile, get out 
there, be good and have some fun.”

Stuart and Michelle Foulkes
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